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.. dnsute EXTRA ACRES 
of trouble-free work 


Marketed under these famous 
registered trademarked brands: 


‘EMPIRE” 
Riz} 5 CHIEF 
PLOW MASTER 


Specify “EMPIRE” built prod- 
ucts by name every time you 
order to let your distributor 
know that you appreciate the 
EXTRA ACRES of value he is 
giving your trade. 


“THE LINE WITH READY TRADE ACCEPTANCE" 


THE EMPIRE PLOW COMPANY 


“In Our Second Century of Progress” 1950 
CLEVELAND 4, OHIO 














ITS TRUE 


SAYS WALLACE MACFARLANE 


“THAT ONE CASE 
SELLS ANOTHER’ 































‘Charles Esplin has a ‘dry’ farm—about 500 acres—raises grain, hay, cattle. 
His neighbor, Orson Bryant, has about 200 acres and about the same crops,” 
writes Case dealer Wallace Macfarlane. “When Mr. Esplin needed a new 
tractor he wanted a Case. He liked the convenience of hydraulic system on 
his neighbor’s—said the economy of the ‘SC’ was surprising. He needed a 
larger tractor, so bought the ‘DC.’ He has another tractor of competitive 
size and reports his ‘DC’ uses only two-thirds the fuel. He also purchased a 
Case one-way plow and Case baler.” 


— TO 


Demonstration does double duty for Case 
dealers. Before the sale, demonstration points 
up the capacity, the fine work, the convenient 
operation of a Case tractor or machine. After 
the sale, as years roll by, Case machines dem- 
onstrate their low upkeep and long life—the 
records for ENDURANCE that make sales 


oa clinchers for Case dealers. With 21 great 
se, tractors, a full line of combines, all types of ' 
had plows and harrows, headliners for seeding, 
Ew . : 
AA planting and haying, Case dealers have what 
a it takes to make every farmer a prospect. 


$s J. I. Case Co., Racine, Wis. 
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This Dealer Says 
SELL ‘EM 


in the 


SHOWROOM 


By Stuart Covington 


WNERS of the Alcorn Tractor 

& Implement Company of 
Corinth, Mississippi, turn thumbs 
down on field demonstrations. To 
this dealership, the results of all- 
out field demonstrations seldom 
justify the effort. 

Instead, this company relies on 
carefully planned sales presenta- 
tions, made to the farmer in the 
sales room or on the farm. And 
this policy accounts for 99 percent 
of the tractors and implements 
sold by this firm. 

E. M. Hinson, executive vice 
president of the company, ad- 
mitted that the store loses a few 
tractor sales through following this 
plan, but he explained that over- 
head is substantially reduced 
through the elimination of wasted 
field demonstrations, and a larger 
profit is realized on each tractor 
sale. 

“Furthermore,” Hinson said, “‘if 
we appear too anxious to sell a 
farmer a tractor or implement, he 
might feel disposed to ask for easy 
terms that are detrimental to us. 
We are never willing to assume 


unnecessary risks just to make a 
sale. 

“Our sales personnel consists of 
well-trained and experienced men. 
and if they can’t sell a tractor on 
the sales room floor, I don’t be- 
lieve, as a rule, that they will 
sell it in the field.” 

Although the management 
warns salesmen against oversell- 
ing, the company conducts an in- 
tensive year-’round sales effort for 
all departments. A full-time “out- 
side”? man is maintained for refrig- 
eration and another for the sale of 
tractors and other equipment. 

However, instead of suggesting 


field demonstrations, the tractor 
salesman attempts to hold the 
prospect’s interest by discussing 


the performance of various models 
of tractors under different condi- 
tions and by citing facts and 
figures which attest to the tractor’s 
durability, dependability and 
economy. To the Alcorn people’s 
way of thinking, pertinent facts, 
forcefully presented at the right 
time, often will carry more weight 
than an hour or so in the field. 
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Left, large windows 
permit clear view of 
displays at Alcorn Im- 
plement Co. Below: 
Charles Carlisle, using 
instruction manual, ex- 
plains operation of 
tractor to a customer 





“We have known these people 
a long time for the most part,” 
said Hinson, “and I feel they’ll 
believe what we tell them.” 

Hinson believes that a salesman 
who relies on field demonstrations 
to do his selling is apt to let his 
sales presentation become weak 
and gradually will come to expect 
the customer to sell himself. This 
attitude may carry over into the 
selling of small implements that 
could not be field demonstrated. 
The result might be a loss of sales 
all down the line. Also when a 
field demonstration fails to con- 
vince the prospect, the salesman 
has little left to fall back on, be- 
cause the demonstration is his 
chief means of closing the sales. 

Some of the objections Hinson 
has to field demonstrations are: 

a. Too much expense. 

b. Too much time consuined. 

c. Difficulty in making arrange- 
ments. 

d. Insufficient returns. 

When preliminary preparation 
and travel to and from the dem- 

(Continued on page 72) 
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THE 
BIG 


SWITCH” 


- «+ helping farmers build better 


pastures promotes added 


HE ALABAMA farmer passed the 
back of his sweating hand 
across his sunburned brow. He 
squinted as he looked out across 
his stand of newly dusted cotton. 
“This,” he said, “is my last year 
of cotton. I’m goin’ to sell every- 
thing the weevil didn’t get, and 
me and the family is goin’ to 
move to town where I got me a 
job in the mill. The weevil all 
but finished me last year. This 
year I’m cleaned out.” 

This farmer’s plight is not un- 
common in many boll-weevil-in- 
fested sections of the South. Two 
consecutive years of crop infesta- 
tion are driving hundreds of farm- 
ers to debt and bankruptcy. Last 
year many cotton farmers got a 
yield that was only a fraction of 
the 1948 yield. This year the yield 
is expected to be about the same, 
or even a little better in some 
areas, However, this year’s crop 
is being produced at a greater 
cost as a result of the more in- 
tensive use of poisoning and poi- 
soning equipment. 
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Farmers do not make the switch 
from row crops to pasture easily. 
Many farmers believe it is nec- 
essary to abandon row cropping 
and acquire a new set of equip- 
ment and a herd of cattle all over- 
night. J. C. Glasscock, operator 
of the Alabama Farm Supply 
company, of Gadsden, Ala., is out 
to show farmers in his area how 
to make the “Big Switch” pain- 
lessly. 

Glasscock figures it this way: 
complete dependence on cotton is 
on the way out, and the farm 
equipment dealer who has estab- 
lished himself in the grassland 
equipment market will be in bet- 
ter shape than the dealer whose 
eyes are closed to the opportunities 
offered by livestock raising in the 
South. But Glasscock fears that a 
lot of his potential grassland farm 
customers will be squeezed out 
before they can realize a_ suffi- 
cient income from livestock. So 
the Alabama dealer, a successful 
farmer himself, is selling locai 
farmers a plan that will make 


J. C. Glasscock, who operates 

the Alabama Farm Supply Co.. 

Gadsden, Ala,, inspects the land 

he is converting to permanent 
pasture 


An increasingly familiar sight 
is this pasture scene in the 
Gadsden area. Conversion of 
land has increased farm income 





more money for them within two 
to five years than they can make 
in cotton alone in the same period 

The dealer cautions the farmer 
to continue his row crops for the 
time being, while converting just 
enough land to pasture two to 
four cows and at least two brood 
sows. A farmer converting grad- 
ually from row crops can thus in- 
crease his equipment and livestock 
as income from _ livestock in- 
creases. The farmer continues his 
row crops, but cuts down on this 
acreage each year to provide more 
pasture for his increasing stock of 
animals. 

Glasscock likes to tell farmers 
about one of his customers who 
saw the handwriting on the wall 
eight years ago and began convert- 
ing his land to pasture, As this 
farmer’s small initial stock of 
milch cows and pigs began to pay 
dividends, he planted more and 
more of his land in permanent 
pasture. Most of his present 300 
acres are now in pasture, with only 
50 acres of row crops remaining. 


Had this farmer continued full 
row crop farming he would, as 
Glasscock put it, “be bankrupt 


today.’’ The successful farmer now 


(Continued on page 82) 
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How 700 Factory Tests help keep 
“First in the Field” 


A report to you about men and machines that help 


maintain International Harvester leadership 


Seeding test makes drills prove accuracy. See the wheat 
these fluted feeds are measuring into individual boxes. 
It’s carefully weighed to make sure all feeds sow uni- 
form quantities of grain. The total weight of this grain 
must check with seed index settings. This is one of over 
700 tests and inspections that safeguard the dependable 
field performance of McCormick grain drills. 





Openers must be perfectly aligned. Single-disk openers 
are assembled on a fixture that holds all parts in proper 
relationship. Undercut and angle of draw are built into 
each assembly. No further adjustment is needed in the 
field. Three gauge points provide visual proof of per- 
fect opener alignment. All gauges that uphold IH stand- 
ards are frequently measured against master gauges. 
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INTERNATIONAL HARVESTE 


agp 
International Harvester Builds McCormick Farm Equipment and Farmall Tractors ... ae () 


— . 61) 
Motor Trucks .. epee Crawler Tractors and Power Units... aS) Refrigerators and Home Freezers... ¢ D 





Feeds are checked 14 different ways. Here are the 
gauges that IH inspectors use to insure peas-in-the-pod 
sameness of McCormick fluted feeds. The feed cup, 
fluted roll, shut-off block, and dump bottom are indi- 
vidually checked. Every fluted feed must pass this tough 
14-point inspection. This is in addition to many visual 


inspections at every step of manufacture. 





Three thousandths of an inch is too much! Here is a 
workman measuring the diameter of a wheel hub. It 
can’t vary more than two thousandths of an inch from 
1H standards. Rigid inspections like this constantly 
measure quality, but good workmanship maintains it. 
This pride in a job well done has made the IH trade- 


mark a symbol of extra value for over a century. 


Chicago 1, 
Ilinois 


+t 
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The ample showroom of the 
new building permits display of 
12 to 15 pieces of equipment. 
Parts department at left has 
counter 100 feet in length. Bal- 
cony at upper right provides a 





corridor to company’s offices 


This Virginia 
Dealership Is 





Designed for Efficiency 


MODERNISTIC building, whose 
frown and layout are the 
result of years of experience in 
servicing farm machinery, recently 
was completed by the Gill Imple- 
ment and Truck Company, War- 
renton, Va. Planned by Forrest 
R. Gill, owner, the company’s fa- 
cilities include many unique fea- 
tures he deemed necessary to an 
up-to-date, efficiently operated 
shop. 

“Back in 1935 or 1936 the big 
combines and balers were not yet 


seen in the fields. A little later 
they began appearing here and 
there,” Gill recalled, explaining 


how he arrived at definite ideas 
to be incorporated into a future 


building. “It soon became apparent 
that farmers would be compelled 
to get more and more big ma- 
chinery—equipment which they 
would not be able to service and 
repair themselves. I was aware 
then that any building that was 
going to be suitable for servicing 
those machines would have to be 
big and spacious, 

“A warehouse would have to 
provide ample room to accommo- 
date the variety of large and small 
parts. A large, well-stocked parts 
department was an absolute ne- 
cessity if the parts inventory was 
to be adequate. 

“An ample showroom _§ that 
would take from 12 to 15 pieces 


of seasonal equipment was part ol 
my plan. And if there was one 
thing that I insisted on, it was an 
entrance to the shop through th 
front—not through a rear or side 
door. A wide front door that large 
machinery could roll into directly 
from the highway was my first 
requirement.” 

All of Gill’s ideas are incor- 
porated in the pretentious and 
functional L-shape building which 
comprises a showroom, parts de- 
partment, service shop, warehouse 
and offices. Housing a $40,000 
parts inventory, the new parts de- 
partment is equipped to meet a 
$75,000 yearly sales volume. 

A principal feature of the parts 
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ome, friend...the Season beckons us... 


















Come. ..side by side, we'll tread the snow-white lane 
of Understanding... descend, hand in hand, deep into the hidden quiet 


of the Valley of the Heart 


There, from the rich green grove of Good Will, we'll choose 
the loveliest tree... the tallest and straightest...one with 
boughs unbent by the harsh winds of Hate... with foliage 


unblemished by the malignant blight of Rancor 


Carefully, we'll hew our tree... gently will we fell it... proudly 
will we bear it to bright Humanity Sqguare...and securely will we 


set it ina base of time bonded Friendship 


On the topmost branch, we'll place the gold star of Faith... on 
either side of that, its silver satellites, Hope and Charity...and 


the remaining boughs we'll sprinkle generously with the rainbow-colored 


gems of Happiness and Joy 


Finally, around its base, we'll build a stone wall of Courage defense 


against those who would deny its beauty... who would seek its destruction 


he 
And it shall Geyour Christmas Tree 


© ewan nme ef MOLINE « I GDLINOTS 
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department is 
counter 
of parts bins. 


the 100-foot-long 
with its multiple aisles 

“We can fill 95 percent of our 
calls for parts right on the spot,” 
said Gill. “We are called upon 
frequentiy by other dealers to 
help them out on parts and in- 
variably can do so.” 

Large, electrically - operated 
doors, 14’ x 14’, open onto the 
highway. Farmers never are con- 
fronted with a congested alley: 
no farm machinery is hampered 
from rolling right into the en- 
trance. 

“I don’t care how exacting the 
regulations may be about keeping 
an alley clear,” said Gill. “vou 
know it will become congested. 
That was why I was against a 
side or back entrance. Even the 
best alleys are impossible to keep 
clear at all times.” 

Of the 18,000 square feet of 
floor space in the new building, 
11,000 square feet are taken up 
by the service shop. All repairs 
on combines, field harvesters, hay 
balers and other large farm ma- 
chinery can be handled without 
having to move the machinery 
around from one place to another 
before it is completed. Fifteen 
pieces of assorted equipment may 
be handled at one time. 

The room for steamcleaning and 
painting farm machinery may be 
entered from outside the building, 
which was another “must” on 
Gill’s building program. A tool 
room and welding room as well 
as the service shop are filled with 
sunlight throughout the workday, 
though each mechanic does have a 
dropcord over his work. A wash- 
room with hot and cold showers 
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is available to the shop employees. 

An 80-foot drain runs the 
length of the service shop to car- 
ry off water, and helps keep the 
service shop floor dry underfoot. 
This is especially useful in the 
winter when snow-covered equip- 
ment brought in for repairs other- 
wise would leave pools of water 
from melting snow. 

An important feature incorpo- 


rated in Gill’s’ building plans 
from the very beginning was a 


service shop adjoining the ware- 
house with a loading platform 
onto which parts could be loaded 
and moved right into the ware- 
house. With the parts department 
in the rear of the building along- 
side the shop, direct access to the 
warehouse permits the flow of 
heavy parts right into the parts 
department as well. 

A spacious showroom running 
parallel with the highway and 
about 100 feet long accommodates 
about 12 to 15 pieces of farm 
equipment and machinery, just as 
Gill planned it. 

It will take a threshing machine, 
hay baler, combine and _ field 
harvester in addition to allied farm 
equipment. “I wanted a showroom 
that was really a showroom— 
with equipment properly set up 
for inspection,” explained Gill. 
“If you use your showroom to 
knock down machinery, it is no 
longer a showroom but a ware- 
house.” 

With recessed plate glass sus- 
pended from the upper beams and 
sloping inward at the base, the 
show windows do not catch and 
reflect blinding sunlight, but make 
the showroom and the displays al- 
ways visible from the highway. 

A balcony running the length 


of the building overlooks the 
showroom and parts department 
and a special window in a side 
wall permits a full view of th 
service shop, The balcony provide 
a corridor to the air-conditione 
and pine-paneled offices of th 
company. The floor of the office 
is suspended from beams, not 
supported from below by them 
This omits all obstructional pil- 
lars and posts. 

Radiant heat distributed throug! 
copper tube piping through the 
floors and walls equalizes the tem- 
peratures throughout. A series of 
screened floor vents provides 
ventilation. 


Sell "Em in the Showroom 
(Continued from page 67) 


onstration site is considered, Hin- 
son points out, a field demonstra- 
tion usually consumes half a day. 
When no sale results, the loss of 
time and money is not easily ab- 
sorbed. Hinson also believes that 
verbal sales can be consummated 
more rapidly than sales resulting 
from field demonstrations. 

When a customer asks about a 
field demonstration, the salesman 
handles the situation something 
like this; “Well, frankly, Mr. Doe, 
our firm usually doesn’t give field 
demonstrations. We feel that we 
can give farmers a more accurate 
and valuable picture of our trac- 
tor’s potentialities by telling him 
what it has done under more 
rigorous tests than we could give 
it on your farm. However, we cer- 
tainly want you to see the tractor 
and inspect its various parts, so 
why not come down with me right 
now and look at one in our show- 
room?” 

This approach usually dissipates 
the prospect’s desire for a demon- 
stration, and skillful handling by 
the salesman or Hinson at the 
showroom usually closes the sale. 

Through a diversified advertis- 
ing program which includes seven 
billboards placed at_ strategic 
points on principal highways in 
the Corinth area, an afternoon re- 
view of baseball scores six months 
a year over a local radio station 
and occasional mailings to selected 
names, Alcorn Tractor & Imple- 
ment Co. keeps its name con- 
stantly before the public in its 
three-state trading area (Missis- 
sippi, Alabama and Tennessee) 
Consequently, many sales are 
made to farmers who come di- 
rectly to the store without con- 
tact by the outside salesman. 
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An Opportunity 





For a dealership with 
America’s FASTEST GROWING 
full-line farm machinery company 





HE tremendous growth of Massey-Harris 

these past few years—1600 per cent since 
before the War—isn’t just a happenstance. 
It was planned that way —down to the 
minutest detail. 

Take, for instance, the Massey- Harris 
dealer contract which we will be glad to 
explain to you. It is a liberal one—it builds 
dealer enthusiasm. This is because it re- 
flects the company policy of looking upon 
the dealer as a “partner”, who is the “com- 
pany” out on the firing line. It’s the kind 
of contract that you, as a dealer, would 
like to sign. 

Combine this with a line of tractors, 


combines, and other farm machinery that 
is outstanding for its engineering and de- 
velopment with an aggressive sales and 
merchandising policy that helps the Massey- 
Harris dealer get business and you be- 
gin to understand why Massey-Harris has 
doubled and redoubled and redoubled again 
its business since before the War... why 
there is such OPPORTUNITY for Massey- 
Harris dealers. 

Massey-Harris is enlarging its dealer or- 
ganization in many open territories. Per- 
haps there is an opportunity here for you. 
The branch nearest you will be glad to 
explain. Write or wire for details. 
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THE MASSEY-HARRIS COMPANY 
Quality Avenue, Racine, Wi<«consin 


Branches in Atlanta, Ga Batavia. N. Y Co 
lumbus, Ohio; Datias, Texas; Des Moines, towa; 
Enid, Oklahoma Fargo, WN. D Grand Forks 

Harrisburg. Pa Kansas City, Kan Los 
Angeles Calif Memphis Tenn Minneapolis 
Minn.; Omaha, Nebraska; Portland, Ore.; Racine 
Wisconsin St Louis Mo Stockton Calif 

Wichita, Kan 


uel 
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MPHASIS on better merchandis- 

ing methods and more effec- 
tive control of business operations 
featured the fifth annual conven- 
tion of the Florida Farm Equip- 
ment Association, in Orlando, 
October 30 and 31. 

Speaking at the first business 
session, S. T. Proctor, prominent 
farm equipment retailer of Fuquay 
Springs, N, C., and a director in 
the national association, said that 
in the last three years the dealer’s 
average net profit has dropped 
from 9.3% to 5.4% of the sales 
dollar. 

“Because our margins are so 
small as compared with most other 
types of business, it takes a good 
manager to come out at the end of 
the year with a satisfactory net 
profit,” he said, in emphasizing the 
need of selecting lines which 
carry adequate margins and then 
maintaining those margins. 

Speaking on “The Challenge to 
Farm Equipment Retailers,” Mr. 
Proctor pointed to the need of 
more careful management of (1) 
merchandise, (2) men and (3) 
money in order to maintain satis- 
factory net profits. But better 
management must be based on de- 
tailed records, so the first essen- 
tial is an adequate accounting sys- 
tem. 

As regards the management of 


merchandise, the speaker urged 
that dealers use some effective 


system of stock control. Also, he 
pointed to the importance of the 
parts business, with its average 
margin of 2912% as compared 
with average margin of 20%% on 
new machines. 

As regards personnel, it is par- 
ticularly important, he said, to 
give careful attention to the selec- 
tion of the sales people. They 
should be properly trained, should 
know how to sell and _ should 
include some direct incentive to 
better performance. 

As regards the management of 
money, Mr. Proctor urged the 
need of maintaining margins and 
keeping a careful watch over ex- 
penses. 

Dealing also with business 
methods and policies, D. G. Wil- 
liamson, general sales manager of 
the Atlanta branch, John Deere 
Plow Co., made a forceful address 
to the Florida dealers. One point 
which he particularly emphasized 
is the importance of departmentiz- 
ing a farm equipment business. 
“You cannot give adequate atten- 
tion to every phase of the busi- 
ness,” he pointed out. “You must 
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FLORIDA 
CONVENTION 


have it departmentized and assign 
definite responsibilities to others, 
so you may have more time for 
over-all planning.” 

It is a real problem to find good 
salesmen, he conceded; but in 
many cases a dealer may find in 
his own organization, or he may 
get from agricultural colleges, 
men who can do a good sales job 
after they are properly trained. 
He urged the need of directing the 
activities of outside salesmen, and 
said that with an incentive system 
of compensation they might spend 
more time with individual pro- 
spects instead of trying to see as 
many prospects as possible. 

In the South, Mr. Williamson 
said, the trade-in problem has not 
been so troublesome as in some 
other parts of the country where 
there have been more tractors and 
power machinery in use. But it’s 
now becoming one of the most 
serious trade problems, here as 
elsewhere, and is certain to grow 
in importance each year. A dealer 
can make money on trade-ins, he 
asserted, where they are bought 
right, overhauled right and sold 
right. 

As for the service shop, he ad- 
mitted that formerly it 


was re- 


W. A. Hutchinson, 
Hutchinson Tractor 
Equipment Co., Or- 
lando, retiring presi- 
dent of the associa- 
tion, welcomes into 
office the new presi- 
dent, Arthur D. 
Brown, Orange State 
Motor Company, 
Tampa. Ralph J. 
King of Tampa was 
elected vice presi- 
dent for the ensuing 
year 








garded by most dealers as just a 
sort of “necessary evil.” But now, 
he said, it can be a source of sub- 
stantial added volume and profit. 
“And we have come to the time,”’ 
he said, “when the farmers will 
not buy of a dealer who does not 
give them the kind of service to 
which they are entitled.” 

President W. A. Hutchinson, of 
Orlando, in his address at the 
opening session, urged the Florida 
dealers to use their influence with 
their representatives in the state 
legislature to have funds appro- 
priated for more adequate build- 
ings at the University of Florida 
Agricultural Engineering Depart- 
ment, 

The report of A. R. Hutchinson, 
who had served for about seven 
months as secretary of the associa- 
tion, pointed to a_ satisfactory 
growth in membership during the 
last year. His report dealt in part 
with draft exemptions and wage- 
and-hour-law regulations. 

R. C. Cropper, of Macon, Ga., 
president of the Farm Equipment 
Wholesalers Association, in an ad- 
dress at the first session, predicted 
that we are now entering a sell- 
ers’ market which will last at least 

(Continued on page 86) 
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*R. R. Skibiski, President of 
Roman R. Skibiski, Inc., 
Sunderland, Mass. 


Here’s what Mr. Skibiski says about 
Farquhar IRON AGE Farm Equipment— 


“We have sold Farquhar Iron Age Farm 
Machinery for many years. Due to the de- 
pendability of Iron Age products and the 
fine way that the Farquhar Company 
stands back of its products, we have had 
many repeat sales. Farmers in our territory 
prefer Iron Age Machinery to any other.” 





New Iron Age Tall-Trac Sprayer 

This unique, self-powered, Iron Age Tall- 
Trac for spraying protects corn, tobacco 
and other crops tco high for ordinary 
sprayers. Folding booms adjustable for 
under clearance up to 7 feet. Tread adjust- 
able up to 144 inches. Complete line of Iron 
Age folding booms for high or low pressure 
work. Tall-Trac Dusters also available. 


viheae 


YORK. PA 


TRANSPLANTERS 
+ WEEDERS 
JUICE PRESSES 


POTATO AND VEGETABLE PLANTERS 


POTATO DIGGERS 
CONVEYORS 


SPRAYERS + OUSTERS - 
MANURE SPREADERS 


PLANT AND SPRAY THE [ROW AGE WAY 









“Farmers Prefer 


IRON AGE” 


says prominent Massachusetts Farm Equipment Dealer* 


That’s what dealers all over the country are saying... ‘‘Farmers 
in our territory prefer Iron Age!’’ You, too, can make more 
sales... increase your volume. ..with the exclusive features that 
keep Iron Age sales skyrocketing higher year after year! Look 
over the Farquhar Iron Age line! Send the coupon for complete 
information about a Farquhar Franchise for your area. 
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New Iron Age Orchard Mist Sprayer 
Double axial blowers spray from either 
or both sides, high pressure breakup 
assures right droplet size and unique 
nozzle arrangement directs mist in uni- 
form velocities and quantities to top 
and bottom branches. 





IRON AGE SPRAYERS 

Complete line of low and high pressure 
sprayers for orchard, row crop, cattle 
and pen spraying. Available with booms, 
guns, single or double spray heads. De- 
signed for maximum coverage at amaz- 
ingly low cost! 
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IRON AGE POTATO PLANTER 


Rigid construction assures maximum ac- 
curacy .. . roller axle bearings provide 


lighter draft. Interchangeable rubber- 
tired wheels, reinforced all-steel hopper 
plus exclusive Iron 
fertilizer placement. 


Age Band-Way 





ro : 
IRON AGE POTATO DIGGERS 


Get more unmarked, unbruised Grade 
A potatoes per acre. Operate in any soil. 
One piece welded frame. Take direct 
application of draft power. Enthusiastic 
users report no work stoppage from 
chain breaking! 


perenne: MAIL TODAY FOR INFORMATION---——-—-— 7 
| A. B. FARQUHAR COMPANY 
Farm Equipment Division, 1993 Duke St., York, Penna. | 
| You bet I’m interested in increasing my profits with the Iron Age Line. l 
| Send me details, quickly! | 
| 
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Officers of the Farm Equipment Institute, left to right: H. B. Megran, chairman, executive committee; J. L. Mc- 
Caffrey, president, and Theodore Johnson, retiring president. 


Farm Equipment Institute 
Holds Annual Meeting 


EW problems will confront all 

branches of the farm equip- 
ment industry in 1951, according 
to speakers who appeared before 
the annual convention of the 
Farm Equipment Institute’ in 
Chicago, October 18 to 20 in- 
clusive. 

More than ever before, speakers 
devoted attention to _ inflation, 
economic ills, increased taxes and 
a lethargic electorate. But atten- 
tion was focused most sharply up- 
on the industry in addresses by the 
retiring and incoming presidents, 
Theodore Johnson and J. L. Mc- 
Caffrey, respectively. 

Comments by these and other 
speakers were reflected in a num- 
ber of resolutions adopted unani- 
mously in the concluding business 
session. 

Two of these endorsed the na- 
tion’s resistance to Communism 
“with due regard for the preserva- 
tion of our ideals” and pointed out 
dangers to the American way of 
life in any trend toward socialistic 
thinking at home. 

One resolution pointedly re- 
ferred to “too many interruptions 
in the production of farm equip- 
ment” and without mentioning 
strikes it vigorously endorsed “the 
American right of free men to 
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work” and declared the Institute 
“will firmly support proper laws 
now enacted and such additional 
legislation as may be necessary to 
insure that right.” 

Another resolution praised the 
farmer for his intelligent use of 
equipment and said that experi- 
ence gained in the last two wars 
should be used “to provide ade- 
quate production of labor-saving 
machines” and still another called 
attention to the loyal performance 
of dealers in past emergencies. 


New Officers 


It was after the report of the 
resolutions committee that the 
convention acted unanimously on 
recommendations of the nomi- 
nating committee, with P. H. No- 
land reporting in place of W. A. 
Roberts. Thereupon McCaffrey, 
who is president of the Interna- 
tional Harvester Co., ascended to 
the presidency, succeeding John- 
son, who is president of the J. I. 
Case Co., and now becomes ex- 
officio member of the executive 
committee along with other past 
presidents. 

H. B. Megran, president of Star- 
line, Inc., of Harvard, Ill, was 
named new chairman of the execu- 


tive committee, succeeding Mc- 
Caffrey and putting Megran in 
line for the presidency next year. 
Megran had previously recom- 
mended to the convention a change 
in by-laws, which was adopted, 
making it possible for convention 
dates to straddle late September 
and early October, instead of com- 
peting with other organizations for 
a meeting place in October. 

Megran and three others were 
re-elected to the executive com- 
mittee for three-year terms, the 
other three being Bruce Lourie, 
vice-president of Deere and Co.; 
J. E. Hardy, president of the Brin- 
ly-Hardy Co., and E. W. Ross, 
manager of the Moline plant of the 
Minneapolis-Moline Co. 

C. G. Pearse, vice-president of 
the J. I. Case Co., was elected to 
the executive committee for a 
one-year term and H. C. Angster, 
executive secretary and director, 
National Association of Domestic 
and Farm Pump Manufacturers, 
was re-elected for a one-year term 
representing that group. 

Others continuing on the execu- 
tive committee are: W. K. Hyslop, 
first vice-president, Massey-Harris 
Co., Toronto; W. J. Fisher, A. B. 
Farquar Co.; A. W. Phelps, chair- 
man of the board, Oliver Corpn.; 
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“I believe every 


9 


company should...’ 





MR. CLARENCE FRANCIS 


Chairman of the Board, General Foods Corporation 


“I believe every company should conduct a person to person 

canvass right now, for the best way to promote the sale of 
U. S. Savings Bonds is to put an application card into each 
employee’s hand and allow him to reach his own decision.” 





As one of America’s top executive salesmen, Mr. Clarence the Payroll Savings Plan. Your State Director, U.S. 
Francis knows that you sell more when you “ask the man Treasury Department, Savings Bonds Division, will 
to buy.” Naturally, that means a person to person canvass furnish you, free of charge, all the promotional mate- 
of all your employees, but it is not as difficult as it may rial you can use. 
sound. In fact, it is very simple: Be sure that every man and woman on the payroll 

Tell your employees personally —or over your signa- is given a U. S. Savings Bond Application Form. 
ture—why the automatic purchase of Savings Bonds Thousands of companies, large and small, have just com- 
through the Payroll Savings Plan is good for them pleted or are now conducting person to person canvasses. 

' and their country. Their reports are a challenge to every company that does 

not have a Payroll Savings Plan . . . 50% employee partici- 


Designate your Number One Man to organize the 


. . pation . . . 60% employee participation—some of them 
canvass and keep it moving. 


have gone over 80%. 
Enlist the aid of employee organizations —they will 


; All the help you need to conduct your person to person 
be glad to cooperate with you. . 


canvass is available from your State Director, U. S. 
With posters, leaflets, and payroll envelope enclo- Treasury Department, Savings Bonds Division. Get in 
sures remind your employees of the many benefits of touch with him. 


The U. S. Government does not pay for this advertising. The Treasury Depart- 
ment thanks, for their patriotic donation, the G. M. Basford Company and 





SOUTHERN HARDWARE 
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H. H. Howard, director of sales, 
Caterpillar Tractor Co.; G. C. 
Stoddard, president, De Laval 
Separator Co.; P. H. Knoll, presi- 
dent, Gleaner Harvester Corpn.; 
Frank H. Hamlin, vice-president 
and general manager, Papec Ma- 
chine Co. 

The following were elected as 
vice-presidents: H. T. Armstrong, 
president, Harriman Manufactur- 
ing Co.; H. H. Bloom, president, 
The Massey-Harris Co.; H. L. 
Boyle, vice-president, Deere and 
Co.; L. J. Brower, treasurer, H. M. 
Sheer Co.; H. L. Byrd, general 
manager, John Bean Division, 
Food Machinery and Chemical 
Corpn.; C. Gordon Cockshutt, 
president, Cockshutt Plow Co., 
Ltd.; Horace D’Angelo, executive 
vice-president, Harry Ferguson, 
Inc.; G. C. Delp, president, New 
Holland Machine Co.; T. A. Far- 
rell, president, Dearborn Motors 
Corpn.; A. C. Gehl, vice-president, 
Gehl Bros. Manufacturing Co.; P. 
E. Herschel, Jr., president, R. 
Herschel Manufacturing Co.; 
George A. Kelly, president, G. A. 
Kelly Plow Co.; E. R. Klassy, 
president, James Manufacturing 
Co.; A. King McCord, president, 
Oliver Corpn.; Fowler McCormick, 
chairman of the board, Interna- 
tional Harvester Co.; Wade New- 
begin, president, R. M. Wade and 
Co.; John T. Phillips, Sr., presi- 
dent, Lilliston Implement Co.; R. 
S. Stevenson, general sales man- 
ager, tractor division, Allis-Chal- 
mers Manufacturing Co.; W. M. 
Werner, vice-president and gen- 
eral manager, New Idea Div., 
AVCO Manufacturing Co. 


Presidential Address 


In the president’s annual ad- 
dress, Theodore Johnson took the 
subject, “Our Industry,” and asked 
his listeners to remove themselves 
temporarily from the industry and 
view that industry impartially. 

Pointing out that hand labor 
methods of a hundred years ago 
if in use today would require the 
presence of 90 per cent of the 
population on farms, producing 
food, Johnson nevertheless denied 
in effect that farm equipment 
manufacturing is “big business.” 

“The control of every business is 
in the hands of its customers,” he 
explained. “If they do not like the 
product of one manufacturer as 
well as that made by someone else, 
they buy the product they like. 

“While I would not want to live 
in a country or community where 
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there are no taxes, certainly the 
high government spending of to- 
day contributes to inflation and 
constitutes a most disturbing 
factor as far as the future is con- 
cerned. Today the government is 
spending all it collects under the 
high tax rates and still borrows 
money. Both borrowed money and 
tax money come from the people. 
This upward inflationary trend 
must be stopped or the result will 
be disastrous. 

“We have now and have had for 
some time what some people call 
a high level of prosperity, but I 
submit that this prosperity is arti- 
ficial and rests upon an unsound 
inflationary condition, upon the 
extravagant use of the people’s 
money, both from taxes and from 
the sale of bonds.” 


Suggestions Made 


Johnson made a number of sug- 
gestions, granting that some of 
them were not new. Among them 
were: Develop new machines and 
improve those in use; improve 
mechanical and parts service, 
especially ai the dealer level; in- 
tensify the effort in soil and 
water conservation; devote more 
attention to the elimination of crop 
pests, improvement of farm prac- 
tices, stabilization of employment, 
broadening of educational wcrk 
and encouragement of young agri- 
culture groups, especially 4-H and 
FFA. 

Just before his elevation to the 
presidency, McCaffrey told the in- 
stitute that he believed his assign- 
ment, “The Outlook for 1951,” 
could best be handled if he re- 
cited Kipling’s poem, “If,” and 
then sat down. Any clear look into 
the future, he said, would require 
beginning every sentence with 
— 

Reviewing the scare buying of 
equipment last summer, McCaf- 
frey recalled that the moment the 
customer became eager, many re- 
tailers relaxed and the selling ef- 
fort slowed to a walk. 

“However,” he added, “this time 
the program was different. For the 
buying urge proved to be short- 
lived. It was a quick splurge of 
scare buying and it stopped almost 
as suddenly as it began. Farmers 
began to question whether they 
really had to have the machine 
right then. And as a result, the 
level of business turned down- 
ward—not into a slump but to 
level off on a somewhat lower 
plateau. That leaves us with some 


problems in selling and in dealer 
relations.” 

McCaffrey said one of the most 
disturbing features of the labor 
situation is the policy of unions to 
get an agreement in one locality 
without regard for local needs and 
then present the same “pattern” to 
other employers. And he pre- 
dicted that one of the problems of 
1951 is certain to be manpower, 
with employment at such a peak 
that the reserve is inadequate for 
replacement of those called to the 
service. 

“Now, what about the outlook?” 
he asked. 

“My first guess would be that, 
assuming we are able to get the 
materials we want and need for 
production, the total farm equip- 
ment business in 1951 should be 
about the same as in 1950. 

“But I do not believe we will be 
able to get all the materials we 
need for full production in 1951 
and I therefore expect the total 
business done by the industry to 
be somewhat below the levels of 
1950. How much below, I do not 
know, for that depends on the ma- 
terials available, the manpower 
available, and the degree to which 
our production facilities may be 
diverted to defense work. 

“But whether total volume is as 
good as 1950 or considerably below 
1950, there is one thing I feel sure 
about. I am sure that 1951 will be 
a year of intense competition in the 
farm equipment business. Even if 
our production is reduced 15 to 20 
percent, I believe we and our 
dealers will have to sell and sell 
hard, sell every day.” 


Future Outlook 


McCaffrey expressed doubt that 
present farm equipment prices will 
hold through 1951 since recent in- 
creases were inadequate; he said 
dealers must be active in calling 
on the trade and cannot move 
goods by sitting in the showroom, 
and he called for more dealer at- 
tention to service and parts de- 
partments for “in bad times he 
(the dealer) can live and make 
money on parts and service alone, 
if he is a good manager.” 

Criticism of the quota system 
of manufacturers as applied during 
World War II was voiced by M. R. 
Myra, president of the National 
Retail Farm Equipmert Associa- 
tion in his address, “Retailers Must 
Meet Today’s Challenge.” Express- 
ing confidence that dealers do an 

(Continued on page 86) 
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There are fourteen, to be exact...and many more could be 
shown. But these should be enough to indicate what sales 
possibilities there will be if you stock and display chain... 
Campbell Chain! 


From dog leads to towing chains, you'll do better with Campbell. 
The chain merchandiser will make your sales easier and more 
profitable ... you stock it with the sizes and types most popular 
with your customers. Campbell Chain is also available in sturdy 
Cam-Pak containers—for attractive display and easy handling 
and dispensing. See your wholesaler or write today for com- 


plete information! 





CAMPBELL CHAIN Ganccns 


Main Office—Y ork, Pa. 
Factories—Y ork, Pa. and West Burlington, lowa 
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New, sturdy display mer- 
chandiser with easy-to-use 
chain cutter . . . stocked 
with the chain assortment 
of your choice. 

os 


Tough fibre-board CAM- 
PAK container available 
for Proof Coil and BBB Coil 
Chain in regular and hot 
galvanized finishes in sizes 
He", Ve", He", %". 











Left, with this 1950 model Lil- 
liston Peanut Combine, two 


men are doing a job which is 


said to require eight to twelve 
men harvesting with a conven- 
tional stationary-type picker 





New Combine Meehanizes 
Peanut Harvesting 


NEW PEANUT combine, the re- 
A sult of years of intensive re- 
search, may go a long way towards 
solving the peanut grower’s prob- 
lem of labor shortage. Developed 
by the Lilliston Implement Com- 
pany of Albany, Ga., and known 
as the Lilliston Peanut Combine, 
the unit is said to be a machine 
with which two men can do a job 
which previously required from 
eight to twelve men. By harvest- 
ing an acre per hour, with one man 
to operate the combine and an- 
other to drive the tractor, it is be- 
lieved that one of the major prob- 
lems in peanut farming has been 
overcome. 

In the development of this ma- 
chine, the quest for peanut re- 
search data carried men and 
equipment all the way from A\Il- 
bany, Georgia to the Union of 
South Africa. 

The harvesting phase has repre- 
sented the bottle-neck of the pea- 
nut-growing industry. ‘“Combin- 
ing” of the crop appeared to be the 
means of eliminating the slow and 
costly stacking, hauling and 
handling of the peanut vines in 
getting them to the stationary 
“picker” for removing and clean- 
ing the nuts. With the object of 
lowering costs, peanut farmers in 
several localities improvised their 
own combines, using a standard 
stationary type picker equipped 
with a pick-up attachment and 
pulled up and down the rows by a 
tractor. These home-made ‘“com- 
bines” were used with varying de- 


80 


grees of success, being generally 
too heavy and cumbersome for fast 
efficient performance. 

Meanwhile, agricultural engi- 
neers of the Lilliston Implement 
Company produced several experi- 
mental peanut combines. Assisting 
in this work were the Coastal 
Plains Experiment Station in Tif- 
ton, Ga., and the Wiregrass Experi- 
ment Station in Headland, Ala., 
with the cooperation of the U. S. 
Department of Agriculture. From 
these early experimental models 
evolved an entirely new machine 
which incorporated the basic 
picking principles of the standard 
Carding Type Lilliston Peanut 
Picker, but which was lighter and 
more mobile. Tested during the 
fall of 1948, the new machine met 
with significant success in peanut- 
growing states. 

The success of the Lillisten Pea- 
nut Combine in the United States, 
according to the announcement, 
prompted the construction of an- 
other new unit which was sent, in 
the charge of Lilliston vice-presi- 
dent John T. Phillips, Jr., to the 
peanut fields of the Union of 
South Africa. 

Work during the peanut har- 
vesting season in Africa gave 
engineers the benefit of an extra 
season in which to develop the 
1949 “pre-production model” Lil- 
liston combine. The field service 
work on 60 *49 models, operating 
under all conditions in the hands 
of individual owners’ enabled 
Lilliston to produce the highly ef- 


ficient 1950 production model. 
Seventy-five 1950 model Lillis- 
ton combines have operated in the 


peanut-growing regions of the 
South this season. It is announced 
that so far they have averaged 160 
acres and 75 tons of peanuts each, 
with much of the harvesting still 
being done at that time. This new 
method of harvesting by windrow- 
ing and picking with the Lilliston 
Combine is said to require only 
4.2 man-hours per acre, whereas, 
harvesting by the conventional 
method of stacking and carrying to 
a stationary picker requires 30 or 
more man-hours per acre. It is 
pointed out that combining, there- 
fore, saves more than 80% of pea- 
nut harvesting labor. 





Snapping Roll Adjustment 
For I-H Corn Pickers .. . 


NTERNATIONAL Harvester Co., 

180 North Michigan Ave., Chi- 
cago 1, Ill., has announced a new 
snapping roll adjustment for Mc- 
Cormick Nos. 24 and 14-P corn 
pickers. 

The new development is operated 
by a convenient lever from the 
tractor seat. The snapping rolls can 
be adjusted closer together or 
spread further apart, while pick- 
er is in operation. This feature is 
said to enable the operator to meet 
changing crop conditions instantly. 

Additional features include: 
snapping and husking frame unit 
is made 30 percent stronger; high- 
gatherer lift, up to 16 inches; im- 
proved keying prevents gears and 
rolls from loosening on shaft; and 
corn hopper sides are made steeper. 
The adjustment gives eight differ- 
ent spacings, it was announced by 
the company. 
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ulual IMPLEMENT and HARDWARE INSURANCE CO. « OWATONNA, MINN. 











GROUP HEALTH AND ACCIDENT POLICIES 
PROVE BIGGEST NEWS OF YEAR 


SMALL BUSINESS CAN MATCH EMPLOYEE 
BENEFITS OF LARGE CORPORATIONS 


Recent labor disputes have not been settled on the basis of direct wage 
increases, but rather on basis of providing welfare benefits such as life in- 





Questions about Insurance? 


Ask .Arderaled 4 
QUESTION|(?\ BOX 


Q. Why should I permit my insur- 
ance to be written for a term longer 
than a year? 


A. Because it is more economical 
for the insurance company to handle 
longer term policies. A lower premi- 
um rate is given when policies are 
written for more than a year. 


Q. Does my Fire policy protect me 
from lightning loss? 

A. Yes. The Fire policy covers 
lightning losses in accordance with 
the standard electrical apparatus 
clauses for your state. 








SAFE BETS 
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Wer vee THAT TRIP 


FOR PITY’Ss SAKE —— 
GIVE YOURSELF 
A OECENT BRAKE Sg 











surance, hospitalization and surgical benefits, 


“sick pay’, etc. Big business 


was first to be faced with the problem but the picture is rapidly changing 
and every employer of people, large or small, sooner or later, cannot help but 
become aware of the movement toward greater employee security. 


WHO QUALIFIES? 


To date all Federated Health and 
Accident insurance has been limited 
to trade association groups. It is 
planned also to write regular groups 
of 25 or more. Employees must be 
enrolled during the 2-4 month enroll- 
ment campaign. Firms seeking cover- 
age afterward must furnish evidence 
of insurability of all employees and 
dependents. 


A LETTER FROM A POLICYHOLDER 


re 





“Tn April 1944 your representative 
Mr. Carl A. Lind, sold us our first 
fire policy with your company and 
now you have our entire line includ- 
ing workmen’s compensation and 
liability insurance. 

We are pleased with the savings 
received by way of dividends and 
have been entirely satisfied with 
your service. 

Recently we had the opportunity 
to test your claim service and the 
manner in which this was handled, 
both by your agent and claim depart- 
ment, made it a pleasure to knowthat 
we were doing business with a real 
insurance company. 

We do not hesitate to recommend 
your services and hope that our 
business relations will continue to 
be as pleasant as they have been in 
the past.” 

BROWER MOTOR COMPANY 
La Fayette, Indiana — by Roy E. Brower 
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Fortunately, Group Insurance 
provides this security at reasonable 
cost on a wholesale basis. That is 
why one dealer association after 
another has decided to make Group 
Health and Accident Insurance avail- 
able to their members. The cost is 
usually borne equally between owner 
and employees, thus giving the em- 
ployee a greater sense of responsi- 
bility and participation. 


Many Advantages Reported 

Dealers who now have the plan 
report that: 1. Employee moral is 
improved. They know they and their 
dependents under 21 are safeguarded 
against financial set-backs due to 
accidents, sickness and death. 2. 
Labor turnover is reduced. Employ- 
ees feel greater loyalty. 3. It is pos- 
sible to compete in labor market 
offering equal advantages. 4. It is 
no longer necessary to pass the hat 
when something happens to an em- 
ployee. 

It takes the “‘charity”’ out of it and 
places both owner and employee on 
a proper business basis. 

For more information on Group 
Insurance, write your association. 





SUPPORT YOUR 
ASSOCIATION! 


Good business men know the im- 
portance of maintaining accurate 
and complete accounting records. 
There is no guesswork as to where 
you stand. Your association can help 
you with your accounting system! 

















The Big Switch 
(Continued from page 68) 


has 70 head of cattle, 50 of which 
are thoroughbred. 

Glasscock’s plan of action is to 
pick out the farm leaders in his 
area and try to sell them on grass- 
land. If the leaders begin to switch, 
he expects other farmers to fol- 
low. His aim is to keep his farmer 
customers solvent by weaning 
them away from highly vulnerable 
row crops. Grassland farming 
takes less equipment, but, says 
Glasscock, “I’d rather sell less 
equipment and keep the farmer 
solvent.” The dealer added, how- 
ever, that a prosperous grassland 
farmer possibly would buy more 
equipment than a poor cotton 
farmer. 

“The problem,” he explains, “is 
to teach the cotton farmer that 
grassland farming does not require 
a large initial investment, if he 
makes his switch gradually.” 

Wasteland into pastureland— 
that’s the second half of Glass- 
cock’s grassland campaign. The 
dealer makes every effort to get 
his customers to utilize every acre 
of uncultivated land for pasture. 
He brings out pencil and paper to 
show them how the land can be 
turned into extra dollars through 
the sale of milk, pigs, top hogs 
and, eventually, beef. But here 
again, he has the problem of con- 
vincing the farmer how simple and 
inexpensive it is to convert to 
pasture. 

Glasscock recently bought a 
hundred acres of land which is 
mainly timber. He is converting 50 
acres to pasture, He takes farmers 
out to the tract and shows them 
how he makes the timber pay most 
of the cost of clearing the land. 
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He sells all marketable timber, 
tree tops (for stovewood) and 
smaller trees (for paper wood). 
He also shows prospective cus- 
tomers how to take a tractor and 
bush-and-bog harrow and cut 
down all remaining underbrush. 
By actual demonstration of the 
equipment he sells, he is showing 
farmers how waste woodland can 
be turned into profit. 

Glasscock frequently takes one 
of his harrows and a post hole 
digger out to farmers for indi- 
vidual demonstrations. He shows 
skeptical farmers how his harrow 
makes short work of small trees 
and underbrush, and how one of 
his post hole diggers can save the 
farmer time and labor in getting 
his land fenced for pasture. In 
frequent contacts with established 
grassland farmers, this dealer and 
his salesmen never let up in the 
promotion of such other grassland 
farming items as lime spreaders, 
mowing machines, hay rakes and 
hay balers. 

King Cotton, it might be said, 
is Moving over to make room for 
Prince Pasture. As grassland farm- 
ing progresses in the Gadsden area, 
so does Glasscock. 





Professional OTC Tools 
Available for Resale . . 


OR THE first time, professional 
OTC tools are available for 
resale, attractively displayed on a 
series of Salesmaker panels. For 


years the tools have been sold 
primarily to professional me- 
chanics, but implement dealers 


now can sell the same quality tools 
to the farmer, handyman or me- 
chanic. 

Counter, wall and floor displays, 
furnished free of charge, provide 
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storage space and show tools to 
advantage. With a minimum in- 
vestment, dealers can stock pre- 
selected assortments of the fastest 
moving items, it was announced. 

A new OTC associated dealer 
sales plan is available through 
OTC jobbers or by writing Owa- 
tonna Tool Co., 368 N. Cedar St., 
Owatonna, Minn. 





Mott Hammer Knife Mower 
Introduced by Mead .. . 


EAD SPECIALTIES Co., 4114 N. 
Knox Ave., Chicago 41, IIl., 


has introduced the new Mott 
hammer knife mower, which at- 
taches to the Mead “Mighty 


Mouse” tractor to cut, shred and 
spread material evenly over the 
ground, making a fine mulch 
which will retain moisture. Only 
one cut is needed through heavy 
grass or brush to leave a smooth 
surface of any desired height. The 
mower is claimed to be _ far 
superior to the conventional type 
sickle bar for weed control. 

The principle of the mower’s 
design of hinged knives whirling 
with centrifugal force from a 
center shaft will give long cutting 
life at small up-keep cost, even in 
rock and rubbish encountered on 
vacant land. The mower will con- 
tinue to do a good job, even after 
the knives are dull, sharpening not 
being necessary, it is reported. 
New knives can be replaced 
quickly by removing a cotter pin 
and hinge pin at negligible cost. 

The Mott mower for mounting 
on the Mead “Mighty Mouse” 
tractor is available in a 4’ width, 
separately powered by a 5 h.p 
motor. 
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Because Wisconsin Air-Cooled Engines multiply the a 2 


productive capacity of Men and Machines in so many -| 
weys, in so many pleces, and becauvse more and 
more people recognize this fact . .. new production ~ 
records will have to be established in building the 
next 1,500,000 Wisconsin Engines . . . and we ore 


already well on ovr way to achieving these records! |» 


» wv er ose } 


ISCONSIN + 20- -4e2- Coote ENGINE, 
5 00,000 | 


















Here's another milestone in engine progress . . . as Wisconsin 
Heavy-Duty Air-Cooled Engine No. 1,500,000 gets its final pro- 
duction line check up! This 4-cylinder Wisconsin represents the 
completion of delivery of more than 18,000,000 hp., (including 
all Wisconsin air-cooled models) . . . the equivalent in total horse- 
power of more than 12 times the power generated by Niagara Falls. 


And, while you'll find Wisconsin Engines handling almost every 
type of power task in every field, in a 3 to 30 hp. range... it 
is also interesting to note that over 10,000,000 hp. of this total 
horsepower was sold for farm service! 


Wisconsin power means “Standard Power” to thousands of farm- 
ers, farm equipment builders, and dealers because of the down- 
to-earth dependability Wisconsin Engines deliver, powering 
combines, balers, vegetable harvesters, sprayers, portable welders, 
elevators, hammer-mills, and garden tractors, to name a few of 
the Wisconsin-powered units in farm use. 

Yes, another milestone in engine progress has been marked up... 
another achievement built on the confidence you, the equipment 
dealer, farmers, and the farm machine builders place in Wiscon- 
sin Engines. 


WISCONSIN MOTOR CORPORATION 


World's Largest Builders of Heavy-Duty Air-Cooled Engines 
MILWAUKEE 46, WISCONSIN 
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Case Opens New Branch 
At Memphis, Tennessee 


Tx J. I. Case Company an- 
nounces that it has established 
a branch at Louisiana and South 
Parkway West in Memphis, Ten- 
nessee, to enable Case dealers 
throughout the adjoining territory 
to render even more satisfactory 
service to their customers. 

The branch will be in charge of 
L. O. Russell, and the new assist- 
ant branch manager will be L. W. 
Carr. 

Mr. Russell has had 24 years of 
experience with Case. He began 
his Case career in 1926 and took 
special training in the factory at 
Racine, Wisconsin. He was assigned 
to the Kansas City branch to work 
on sales, credits and collections 
until 1936, when he was returned 
to the sales department at the 
home office for a year. He was 
later transferred to the Rock 
Island branch as assistant branch 
manager and then later to the 
same duties at St. Louis, until 
1949, when he became manager 
at the Racine, Wisconsin, branch. 


L. W. Carr started with the 
organization at Dallas, Texas, in 
1929. In 1935 he was moved to 
St. Louis as cashier. In 1937 he 
was given the job of territory 
supervisor of the northeastern sec- 
tion of Arkansas, where he was 
located for 12 years. In 1949 he 
was promoted to assistant branch 
manager at St. Louis, remaining 
in that capacity until now. 





Ferguson Introduces New 
Deep-Tillage Subsoiler . . 


ARRY FERGUSON, Inc., 3639 E. 

Milwaukee Ave., Detroit 11, 
Mich., has introduced a new sub- 
soiler, which will penetrate up to 
18 inches in depth and which is 
said to be designed for a wide 
range of agricultural and indus- 
trial uses. 

The subsoiler is readily attached 
to the Ferguson System linkage 
and working depth of the tractor 
by means of finger-tip control. 

Designed to break up compact 
subsoil and permit better mois- 
ture, the new unit features a 
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caster and spring-mounted coulter 
disc with three possible adjust- 
ments for depth control. The 
coulter cuts cleanly through sod, 
allowing the beam to pass through 
with minimum sod disturbance. It 
also cuts trash and keeps the beam 
clear of debris that may tear out 
sod during pasture renovation, it 
was pointed out, In hard, dry clay 
soils, where maximum § surface 
breaking and subsoil shattering for 
water conservation are required, 
the coulter attachment need not 
be used. 

The beam is of specially rolled 
section of high carbon steel and 
will withstand the full shock of 
sub-surface rocks during operation 
with the Ferguson System tractor, 
it was announced. The front sur- 
face of the beam is rounded to de- 
flect trash and furnish maximum 
strength with minimum draft and 
weight. 





Power Products Offers 
New Gasoline Engine 


OWER Propucts Corp., Grafton, 

Wis., has announced a new 2 
h.p. gasoline engine, said to be 
fully 20 lbs lighter than others of 
similar power. 

A vertical twin cylinder type in 
lightweight aluminum, the engine 
has been designated as Model 360 
and designed primarily for use on 
rotary type power mowers of 
blade diameter sizes up to 21 
inches. Also, it is easily adaptable 
for other applications requiring 
vertical shaft drives. 





The engine features. troubie- 
free Mist-Type lubrication and 
simplicity in mounting. Adaptor 


mounting flanges incorporating a 
third bearing arrangement are 
available, as well as special flange 
with mounting bolt holes on an 8” 
circle allowing for interchange- 
ability in the field with competi- 
tive engines using this size mount- 
ing flange. 
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for MORE SALES 
in 1951, 


feature the complete 


Planet Jr. Line 





¢. 
REG. us. pat. OF 








Garden Tractors Planetized* Steels . Seeders, Fertilizers, i 
| Four models: 1%, 2%, 3, An important assortment and Cultivators 
and 5 H.P. Plus a complete of Tillage Steels, Sweeps, Planting, fertilizing, and 
line of quickly interchange- | Furrowers, Discs, Hoes, | cultivating equipment for ! 
| | able Planet Jr. Attachments. Turning Shovels, and Spe- almost any crop grown in |[ 
; | cial Shapes. | rows ... for hand, animal, ; 
! | or tractor operation. ! 
\ | | / 
ia i cl ial aa len Pee ~~. y----- Se 4 
*Trade Mark v 


Saleability is an outstanding feature of every item in the complete 


Planet Jr. line, because, to the home gardener and the largest commercial grower 





alike, the Planet Jr. trade mark stands for quality and long, trouble-free service. 
Building up sales requires forethought and planning—and one of the surest ways 
to more sales is to feature the line your customers and prospects prefer. So— 


for more sales in 51 mail the coupon today. 














! I 

S. L. ALLEN & CO., INC. ! 

3421 N. 5th Street 

Philadelphia 40, Pa. l 

! 

1 Gentlemen: " 

Please have a representative call to explain the Planet Jr. pro- ! 

} gram for sales in ’51. 
! 

ReG.u.s Ph { NAME - 
! 

{| STREET OR RD. NO. 

I ) 

1 CITY AND STATE i 

! ) 
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Florida Convention 
(Continued from page 74) 


five years and possibly ten years. 
Among other things, he said he 
had been told that his company’s 
quota for the first quarter of 1951 
would be cut 46% by one of its 
steel suppliers. With prospective 
shortages of farm equipment, 
dealers will find it worth while to 
take advantage of the stocks which 
are available from short-line man- 
ufacturers, he said. 

A stirring inspirational address 
by Arthur C. Horrocks, head of the 
public relations department of 
Goodyear Tire & Rubber Co., was 
one of the features of the first ses- 
sion. He said that this nation now 
has the “torch of leadership,” 
which had been handed along 
from nation to nation, through the 
Greeks, the Romans, through the 
France of Napoleon’s day, through 
the English, and now to the 
United States. “But if we let this 
torch slip from our grasp,” he 
said, “then it will go to Russia, 
who will call the signals for our 
children and our grandchildren.” 


Other Speakers 


Other convention speakers in- 
cluded Prof, Frazer Rodgers, head 
of the Agricultural Engineering 
Department, University of Florida, 
and Charles Lund, Baltimore, Md.., 
manager of the farm sales depart- 
ment of the American Oil Co. 
Professor Rodgers stressed the 
need of closer cooperation between 
the farm equipment dealers and 
the state agricultural college. 
while Mr. Lund discussed the 
need of better methods of soil con- 
servation. 

The two-day meeting closed 
with the annual banquet and the 
installation of new officers. 

Arthur D. Brown, Orange State 
Motor Co., Tampa, was elected 
president, succeeding W. A. Hutch- 
inson, of Hutchinson Tractor 
Equipment Co., Orlando, who was 
elected National Councilor. A. R. 
Hutchinson, of Orlando, was re- 
elected secretary-treasurer. Ralph 
J. King, of Tampa, was elected 
vice-president. 

Directors elected at the annual 
meeting include: A. C. Medlock 
and W. D. Ray, Orlando; Otto Mc- 
Collister, Trenton; J. B. Pike, Live 
Oak; George Cooper, Homestead: 
C. J. Hatch, Jacksonville: J. H. 
Jennings, Lakeland; C. C. Griffin, 
Branford, and Ottis Brown, Live 
Oak. 
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Massey-Harris Announces 
Top Management Changes 


MPORTANT changes in top exec- 

utive positions of The Massey- 
Harris Company, Racine, Wis., 
have been announced. W. K. 
Hyslop, who has headed the com- 
pany at Racine as president and 
more recently as board chairman, 
resigned his position in favor of 
retirement from business. James S. 
Duncan, who has been president of 
the U. S. organization, as well as 
president and board chairman of 
Massey-Harris Company, Ltd., 
Toronto, now assumes chairman- 
ship of the board of the Racine 
firm, continuing his present posi- 
tions as head of the parent organi- 
zation. 





H. H. Bloom 





C. P. Milne 


Having served as executive vice 
president since November, 1948, 
H. H. Bloom now becomes presi- 
dent, and C. P. Milne, formerly 
vice president in charge of manu- 
facturing, becomes first vice presi- 
dent. 

Mr. Bloom has been associated 
with Massey-Harris since 1918. He 
moved to Racine in 1948, shortly 
after assuming his executive duties 
there. As executive vice president 
he has shown a keen interest and 
knowledge of all phases of the 


business and has gained a repu- 
tation in the industry as a sales- 
minded executive who also pos- 
sesses valuable knowledge of man- 
ufacturing and engineering. 

C. P. Milne, who has been 
ciated with Massey-Harris 
1919 in various managerial posi- 
tions both in Europe and, since 
1938, in Racine, has been respon- 
sible for the great expansion of 
the company’s manufacturing fa- 
cilities, resulting in accelerated 
production of tractors and other 
machines. During the war years, 
he managed the firm’s tank manu- 
facturing program, and will, in 
addition to other duties, directly 
head the defense contract recently 
awarded to Massey-Harris for 
army tanks. 


asso- 
since 





Farm Equipment Institute 
(Continued from page 76) 


economical, efficient job on dis- 
tribution, Myra said: 

“The grey, black and red mar- 
kets present humiliating evidence 
that the allocation set-ups of too 
many manufacturers are radically 
wrong. If goods are to be allocated 
again during this emergency, I 
believe one of the manufacturers’ 
greatest responsibilities is to 
drastically overhaul their quota 


systems which, in the past few 
years, have been erroneous in 
either planning or execution, or 
both.” 


Lamenting the fact that big in- 
dustries with attractive pension 
plans and loyalty gifts attract 
many trained men from dealer 
organizations, Myra admitted he 
was “half-kidding’” when he 
asked: ‘Where would your factory 
skilled mechanics come from if we 
didn’t train so many of them? And 
we train a great many of your 
best salesmen, too.” 

He reported that members of 
three of 33 affiliated state dealer 
associations were attempting to 
solve the farm equipment credit 
problem through the formation of 
local credit companies. Success of 
such companies, which seems as- 
sured, will stimulate similar ef- 
forts, Myra said. He added: 

“The farm equipment industry 
is not selling the farmer nearly as 
much as it should and will not un- 
til industry works out some meth- 
od of financing both the dealers 
and farm customers on a reason- 
able basis. Why could not the in- 
dustry work out a plan so that 
dealers can save their extra cash 
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discount which is taken away from 
them when they turn in contracts 
for direct credit? The dealers are 
going to need this profit as time 
goes on. It will help you to have a 
stronger dealer organization.” 

This problem of farm equip- 
ment financing was discussed from 
the banker’s point of view by Carl 
M. Flora, vice-president of the 
First Wisconsin National Bank of 
Milwaukee. He recalled that in 
1945 the American Bankers As- 
sociation made a study of the 
problem, produced a manual and 
declared a policy, to wit: 

“Serving the farmer’s credit 
needs is the most important func- 
tion of the country bank. It is not 
complete unless it includes the 
financing of agriculture machines 
and equipment.” 

Flora admitted that “we've been 
slow sometimes, but we have tried 
to improve our technique and 
service,” adding that one of the 
handicaps in farm equipment 
financing is the loan limit imposed 
upon country banks, by either 
capital or statute restrictions. 

“Expanded production will call 
for increased use of bank credit,” 
he conceded. “The banks recognize 
their responsibility to avoid the ex- 
tension of credit which is unsound, 
speculative or non-essential.” 

One business session was almost 
entirely devoted to discussions of 
soil conservation and it was led off 
in an address, “Let’s Be Partners,” 
by Waters S. Davis, president of 
the National Association of Soil 
Conservation Districts. Saying he 
had long been on the buying end 
of a partnership with manufac- 
turers, Davis said he had turned 
salesman that day to sell the insti- 
tute his enthusiasm for soil con- 
servation. Admitting that with 
contacts and house organs, manu- 
facturers are helping the cause, he 
nevertheless pleaded: 

“But I urge you to devote even 
more space and more time to let- 
ting people know of these demo- 
cratic organizations and what they 
mean to them. Districts are grass 
roots democracies in fact and by 
law. 

“There are just two things that 
keep you in business as you are 
operating today. Those same two 
things keep our farmers and 
ranchers going. All of America is 
absolutely dependent on _ these 
same two things. They are soil and 
Democracy. Let’s get together and 
save them both.” 

This program also brought to 
the microphone Marvin Gummer- 
sheimer, outstanding future farm- 
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iN AIR-COOLED POWER 





“Preferred Power” 
for home, farm and indust- 
rial equipment — powered 
by gasoline engines. 


Precision at every step: 


~ Precision Control of Materials 
v Precision Production Tools 
” Precision Workmanship 


v Precision Inspection 


That’s why owners want Briggs & Stratton single- 
cylinder, 4-cycle, air-cooled engines—the finest ever 
built—on their gasoline-engine powered equipment. 


BRIGGS & STRATTON CORP., Milwaukee 1, Wis., U.S.A. 


BRIGGS & STRATTON | ssecens:s 


SERVICE 














In the automotive field Briggs & Stratton is the recognized leader 
and world’s largest producer of locks, keys and related equipment. 
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aTers A New Idea Franchise is to be highly valued because it carries 


with it an understanding of your problems and the many and 


A NEw [vza franchise ; ie 
varie@ problems of your customers. It helps you maintain better 


is profitable....helps customer relations by letting you deal with your customers as 
an in@ividual. No better way has yet been found—that’s why 


you maintain better 
dealefs are proud to display the New Idea sign and tell their 


customer relations communities through advertising that they have New Idea 
specialized farm equipment available. 
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ABLE ELEVATORS 


- e is the powerful force that 
MAKES PROFITS CERTAIN! 


Years and years of satisfied service from 
spreaders. corn pickers—in fact. from 
every New Idea farm tool—have con- 
vineed an ever increasing number of 
farmers that they can depend on New 
Idea equipment to do their farm chores 
profitably, efficiently, and with little 
upkeep. 

If troubles should arise. those same farm- 
ers have learned that New Idea is always 
willing and ready—through their deal- 
ers-—to turn somersaults to see that their 
equipment is promptly put in the best of 
working order. That’s what “CUSTOMER 
PREFERENCE” is made of. 





ROW PICK 
ONE ROW CORN PICKER MOWERS 





TRACTOR DRAWN 


TRANSPLANTER 


Customer Preference is gained through 
complete satisfaction with a product. You 
have thousands of users, additional thou- 
sands of farmers who know and have been 
told about New Idea. This gives you a 
ready made market. You have only to let 
these farmers know that you have this 
valuable franchise to make profits certain. 


\ Franchise that is certain to bring you 
profits—certain because CUSTOMER 
PREFERENCE is working for you. Cer- 
tain, also, because New Idea never lets a 
prospect or user forget that its equipment 
is built for real farm service, for longer 
life, for more profitable operation. 
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er of the year, from Columbia, [il., 
whose topic was, “A Future Farm- 
er Looks at Conservation,” and he 
was followed by Dr. Firman E. 
Bear of Rutgers University. In “A 
Look at the Minor Element Prob- 
lem,” Doctor Bear impressively re- 
vealed the results of laboratory 
tests showing the effect on plant 
and animal life of soil deficiencies 
in certain minor elements. 

Past President Roberts sum- 
marized the program briefly, con- 
cluding from the three talks that 
conservation holds little interest 
for elderly land owners or “those 
who have run the race, but ap- 
peals to young fellows like Marvin, 
who has everything to gain.” 


Agricultural Outlook 


With the topic, “The Agriculture 
Outlook,” Allan B. Kline, presi- 
dent of the American Farm 
Bureau Federation, declared the 
outlook was good, but devoted 
himself principally to a learned 
discussion of the domestic eco- 
nomic situation and, with the 
poise and assurance of a trained 
diplomat, discussed the world situ- 
ation in its relation to current his- 
tory. And the ballroom of the 
Edgewater Beach hotel was 
jammed with an overflow audi- 
ence for the single inspirational 
address of the convention, ““Amer- 
ica—Sparkplug of Civilization,” 
delivered in his thundering style 
by Dr. George W. Crane of Chi- 
cago. 

One unscheduled appearance on 
the program was by Bon D. 
Grussing, advertising and_ sales 
promotion manager for the Minne- 
apolis-Moline Co., and chairman 
of the institute’s advisory council. 
He reported that after five years 
the institute’s booklet, “Land of 
Plenty,” is ready for distribution. 
It tells, with many illustrations, 
said Grussing, how and why 
modern farm machinery has 
helped America make more pro- 
gress in little over a hundred 
years than was made previously in 
all civilization. 

Immediately following the con- 
vention the Auxiliary presented a 
silver service to Frank T. Birming- 
ham, retiring president, who had 
welcomed the institute to Chicago 
at the opening session. 

Harry C. Kunkelman, who 
served as chairman of the enter- 
tainment committee this year, was 
elected president. Paul V. Bartsch, 
secretary during 1950, is the new 
treasurer and the new secretary is 
S. A. Crabtree. 
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Karl L. Miller, who served as 
chairman of the membership com- 
mittee, was named chairman of 
next year’s entertainment commit- 
tee and James M. Dill, treasurer, 
was selected to head the member- 
ship committee. 

Vice presidents are Norris J. 
Clarke, Foster E. Fike, R. C. Inger- 
soll, Arthur U. Klingman, M. E. 
O’Brien, Leonard J. Quetsch and 
Fred L. Warner. 

The executive committee, in ad- 
dition to Past President Birming- 
ham, consists of John R. Johnston, 
R. H. Hart, T. Lane Watson, F. E. 
Burgess, A. R. Jones, W. R. Mau, 
Charles S. Stewart, C. R. Heag- 
stedt and P. M. Lorenz. 

A full program of entertainment 
occupied the delegates when not 
in convention, and cocktail parties 
preceded the two traditional social 
events—the Harvest Home Party 
and the annual dinner—for which 
the institute monopolized’ the 
spacious marine dining room of 
the Edgewater Beach. 

This, the fifty-seventh annual 
meeting, attracted a registration 
of 884 men and women. 





New Farm Easy Being 
Introduced to Trade .. 


ARM EAsy Products, Inc., Mun- 
Fi: Indiana, announces that 
its new 1951 model Farm Easy 
weed and brush mower and port- 
able saw is being shown by deal- 
ers now. New features include a 
self-propelled unit, new protective 
mower guard, engine clutch, ball 
bearing drive shaft, sprayer-tank- 
pump and 2-way adjustable handle 
bars. 

Lightweight, the Farm Easy is 
said to roll easily over rough 


The new Farm Easy 
weed and brush 
mower and portable 
saw, featuring a new 
protective mower- 
guard, engine clutch, 
ball bearing drive 
shaft, sprayer-tank- 
pump and two-way 
adjustable handle 
bars. The unit fells 
trees up to 20” and 
bucks logs on the 
spot. Mower cuts a 
26” swath and ad- 
justs to mow lawns 


ground and to quickly fell up to 
20-inch trees and buck logs on 
the spot. The mower cuts a 26- 
inch swath, eliminates unsightly 
weeds and grass along fences and 
buildings, and adjusts to -mow 
lawns, it was announced. 

Farm Easy comes equipped with 
garden cultivator and air com- 
pressor attachments and is said 
to be ideal for spraying trees, 
poultry houses, livestock and paint, 
as well as lubricating machinery 
and inflating tractor tires. 





Portable Bench Grinder 
Introduced to Trade .. 


ORTABLE Electric Tools, Inc., 

320 West 83rd St., Chicago 20, 
Ill., has introduced a new compact, 
streamlined, portable bench grind- 
er for grinding and sharpening jobs 
around farms, home, garages and 
shops. Known as Model 400 Hi- 
Power bench grinder, the unit fea- 
tures powerful, fan-cooled, 110- 
120 volt, single-phase, 60 cycle, 
35000 rpm. motor with precision, 
cynamically balanced rotor for 
smooth running; two fully adjust- 
able tool rests; convenient on-off 
toggle switch built into front of 
motor housing; streamlined, light- 
weight, die-cast motor housing 
with integrally cast wheel guards, 


and base with no-creep rubber 
feet. 
The grinder is finished in 


baked-cn Hammerloid enamel and 
is supplied as standard with two 
balanced, vitrified grinding 
wheels, 4” by 1%” face and a 6- 
foot, rubber-covered cord and 
plug. 

The grinder also is available as 
a package with adapter and drill 
chuck, buffing wheels, sanding 
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discs and polishing bonnet and 


wire wheel brush for buffing, 
drilling, polishing, sanding and 
brushing. 





Hanson Introduces New 
40-Pound Dairy Seale. . 


ANSON Scale Co., 515 N. Ada 

St., Chicago 22, IIll., has in- 
troduced its new 40-pound dairy 
scale. To provide extra large 
easy-to-read fractions of a pound, 
the 62-inch dial is graduated by 
1/5 lb. units, the manufacturer 
reports. 





The scale is provided with an 
extra adjustable tare indicator, so 
as to record net weight. Finished 
in baked durable hammertone 
gray, its dimensions are 6% x 134 
x 12 inches. List price is $5.75. 

This model replaces Hanson's 
discontinued Model 30 dairy scale, 
it was announced. 


Massey-Harris Issues 
New Sprayer Catalog 


ASSEY-HARRIS Co., Racine, 

Wis., bas recently issued a 
new catalog featuring its fast- 
operating weed and insect spray- 
ers, Illustrated and described are 
the Massey-Harris No. 5 trailer 
sprayer and the No. 4 tractor- 
mounted sprayer as multiple-use 
units, Both are available with 20 
to 30 foot booms. 

The new models are completely 
adaptable for grain or row-crop 
spraying and are engineered for 
greater strength, improved boom 


control and efficiency, it was an- 
nounced. Catalog section on No. 5 
sprayer covers features such as the 
low gallonage coverage (four to 
five gallons per acre at four miles 
per hour), 25-inch ground clear- 
ance, 150-gallon capacity tank, 
and 74-inch wheel tread. The No. 
4 sprayer, a light and compact 
unit, is said to be ideally suited to 
most row-crop or standard tread 
models, and shown are special! 
drop adaptors, rigid frame design 
and cable control for 20 or 30 foot 
booms. 

The catalog is free upon request 
to the manufacturer. 








All You Need, and then some, 
in the New AVERY “R” Tractor! 


New Hi-Torque engine with high turbulence head gives this 
tractor and disc plow the jump on any job. Its high com- 
pression engine assures maximum power and fuel economy. 


Time Saving One -Point Hitch! 








and plow. 


LOUISVILLE *+ 
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B. F. AVERY & 


MEMPHIS * 


Just back the hydraulic drawbar of tractor 
into open jaws of one-point hitch on Avery 
plow—turn the handle and they’re locked 
together. Drop the hitch pins in place 


Offers More for Less 
The Avery “R” has “price appeal”, too, because its cost is less 
than comparable tractors. Choice of single, dual or four-wheel 
models. Some highly desirable dealerships open. Write: 


SONS CO. 


DALLAS 
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LIFE-TIME: 


ALLOY STEEL 


WRENCHES 


Order From Your Wholesaler 


BILUNGS 







THE BILLINGS & SPENCER ol OF 


Hartford 1, Conn., U.S 








CONVENTION DATES 





Farm Equipment Dealers’ Asso- 
ciation of the Carolinas, annual 
convention, Feb. 5-7, 1951. 
Headquarters, Hotel Charlotte, 
Charlotte, N. C. Secretary, A. 
A. Chappell, 210 National Bank 
Bldg., Wilson, N. C. 


Georgia Farm Equipment As- 
sociation, annual convention, 
Dec. 4-5, 1950. Headquarters, 
Hotel Biltmore, Atlanta, Ga. 
Secretary, Joe F. Pruett, 550 
Ocmulgee St., Macon, Ga. 


Mar-Del-Va Farm Equipment 
Association, annual convention, 
Jan. 22-23, 1951. Headquarters, 
Lord Baltimore Hotel, Balti- 
more, Md. Secretary, Wm. H. 
Miller, Baldwin, Md. 


Mid-South Farm Equipment 
Association, annual convention, 
Jan. 17-18, 1951. Headquarters, 
Ellis Auditorium, Memphis, 
Tenn. Secretary, Graham Mc- 
Donald, Hotel Chisca Bldg., 
Memphis 1, Tenn. 


Mississippi Valley Farm Equip- 
ment Association, annual con- 


vention, Dec. 8-9, 1950. Heaa- 
quarters, Hotel Jefferson, St. 
Louis, Mo. Secretary, W. E. 
Parsons, 211 Hotel DeSoto 
Bldg., St. Louis 1, Mo. 


Oklahoma Hardware & Imple- 
ment Association, annual con- 
vention and show, Feb. 6-8, 
1951. Headquarters, Municipal 
Auditorium, Oklahoma City, 
Okla. Secretary, R. K. Thomas, 
711 Wright Bldg., Oklahoma 
City, Okla. 


Texas Hardware & Implement 
Association, annual convention, 
Jan. 15-17, 1951. Headquarters, 
Plaza Hotel, San Antonio, 
Texas. Secretary, Ray M. Sou- 
der, 822 Texas Bank Bldg., Dal- 
las 2, Texas. 


Tri-State Hardware & Imple- 
ment Association, annual con- 
vention, Feb. 12-13, 1951. Head- 
quarters, Hotel Herring, Ama- 
rillo, Texas. Secretary, Mar- 
shall D. Shepherd, Box 660, 
Canyon, Texas. 


Virginia Farm Equipment As- 
sociation, annual convention, 
Jan. 26-28, 1951. Headquarters, 
John Marshall Hotel, Rich- 
mond, Va. Secretary, David L. 
Raine, 1800 W. Grace _ St., 
Richmond 4, Va. 





- trade prices. 





STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
(EST. 1873) 


CARPENTERSVILLE, ILLINOIS, U.S.A. 
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Patterns are available for practically 
all plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel of the highest 
quality obtainable. Send today for catalog and 


family! 





Feature the Balanced-Flow 
—and the other dependable 
Goulds pumps — now! For 
you, it means— extra Christ- 
mas profits this year. 


Goulds Pumps inc. | GOULDS Balanced-Flow JET 


Seneca Falls, N.Y. 


A TIP to Goulds Dealers 


Here’s a Christmas present 
that means years of comfort 
and convenience to a whole 











for Shallow Wells 








over. 





Sereno aeennepnneeererpennrry pre 


GOULDS Water Systems 
| WANT HELP? 


Each issue of SOUTHERN HARDWARE gives you many articles 
of immediate and lasting value. Here are just a few of the 
outstanding ones that have recently proven profitable to readers: 


Maintaining a Prospect List 

Farm Equipment Financing 

Controlling Trade-ins 

Selling Appliances to the Farm Market 


If you are not already getting the benefit of this helpful read- 
ing—as a regular subscriber—send in your order today: $2.00 
for three years and worth the money many hundreds of times 


SOUTHERN HARDWARE 


806 Peachtree St., N. E. 


Atlanta 5, Ga. 
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FEDERAL 
TAX 
INCLUDED 























Give Santa Claus a Break ! 


Put this Christmas-gift natural out on display, 
in your windows and on your counters, start- 
ing right now! Thousands of self-appointed 
Santas are looking for it already...and 
they'll buy it where they find it. In your store, 
if you make it easy to find. 


Order the MIRRO-MATIC Electric Perco- 
lator now. Display it from now on. And 
Santa will leave a large chunk of extra profit 
for you... from MIRRO, 


Suy from your 
MIRRO 


Jobber 


SOUTHERN HARDWARE for DECEMBER, 1950 


Order 


Allis-Chalmers Tractor and Offset 
Disc Harrow equipped with Inger- 
soll Heat-Treated Discs. 


IMPLEMENT MAKER 


Look for the Red Label 
—also for our trade 
mark embossed in the 
steel on each disc. 


That’s the ONLY way to get 
Ingersoll Heat-Treated Discs... 


Famous for giving so many “Extra 
Acres”’ of top performance. 


For 66 years Ingersoll has specialized in per- 

INGERSOLL fecting steels for tilling the soil. The crowning 

P > achievement is the new Ingersoll Heat-Treated 

Disc. It's springier, tougher, keener cutting and 

DISCS wears so much longer. Farmers call it the 
“Extra Acres” Disc. 


~ 


As proof that it stands alone in field perform- 
ance, every leading farm implement maker in 
America today equips his harrows, plows, culti- 
vators, drills and seeders with Ingersoll Heat- 
Treated Discs. They do this for just one reason 
and that is to give your customers the finest 
equipment they can put into the field. 


rsoli STEEL DIVISION ©... whenever you order discs for replace- 
ment, be guided by the judgment of men who 
BORG-WARNER CORPORATION know discs best—your own implement maker. 
He will give you today’s two top values in discs. 
1 N AVENUE, A 4, ILLINOI 
ee een alread " , Ingersoll Heat-Treated Discs for ordinary tillage 
Plants: Chicago, Ill.; New Castle, Ind.; Kalamazoo, Mich. conditions. 


Ingersoll Super-Alloy Discs for extremely severe 
tillage conditions. 


SPECIALISTS IN TILLAGE STEELS AND THE WORLD'S LARGEST MANUFACTURER OF DISCS 
/ SOUTHERN HARDWARE for DECEMBER, 1950 











THIS PUBLICATION IS REPRO- 
DUCED BY AGREEMENT WITH THE 
COPYRIGHT OWNER. EXTENSIVE 
DUPLICATION OR RESALE WITH- 


OUT PERMISSION IS PROHIBITED. 





